Paper / Subject Code: 83016 / Export Marketing Paper - |1

Time: 3 Hrs. Marks:100
Note : 1. All questions are compulsory.
2. Figures to the right state the marks allotted to the questions.

Q.1.A. Select the most appropriate answer from the options given below (Any Ten) (10)
1. After-sales service decisions are crucial while product planning, especially in case of

. consumer durables

. Fast Moving Consumer Goods
. perishable goods

. marine products

2. offers detailed information about the product such as its name, price, quality,
quantity, usage etc. on the package or on the product.
. Designing
. Positioning
. Branding
. Labelling
3. The cost of marine insurance is included in quotation given by the exporter.
. CFR
. CIF
. FOB
. F&B
4. Export firms would prefer channel of distribution to reach out to a large number
of buyers in several overseas markets.
. longitudinal
. latitudinal
. indirect
. direct
5. Valuable goods are generally transported through to overseas markets for ensuring

its safety and security.
. waterways
. railways

. airways
. roadways
6. sales promotion technique cannot be used to attract customers.

. Performance Incentive
. Buy-One-Get-One free
. Discount offer

. Free Sample

7. is one of the types of countertrade.
. Futures
. Spot
. Consignment
. Buyback
41274 Page 1 of 7

ACB51D0702D8F49A 12E524027C99F5A0



Paper / Subject Code: 83016 / Export Marketing Paper - |1

8. is provided after the shipment of goods to exporters.
. Pre-shipment finance
. Post-shipment finance
. Packing credit
. Debt consolidation loan
9. ECGC offers to Indian exporters.
. packaging guidance
. arbitration counsel
. credit and insurance support
. quality based training
10. Exporters need to register with to obtain a Permanent Account Number.
. Income Tax Department
. Commodity Board
. FICCI
. Excise authorities
11. is a permission to load cargo on the ship.
. Airway bill
. Carting order
. Let Ship order
. Letter of Undertaking
12. is authorised to issue Certificate of Origin to Indian exporters.
. EXIM Bank
. Chamber of Commerce
. EIC
. ECGC
Q.1. B. State whether the following statements are True or False. (Any Ten) (10)
1. Exporters’ branding decisions are influenced by the nature of customers in the overseas
market.
2. In Skimming strategy, a product is launched at a high price and then over a period, the price
is reduced gradually.
3. In C&F quotation, the buyer has to pay freight charges of the shipping company.
4. Indirect exporting, manufacturing firm undertakes the responsibility of exporting its own
products.
5. Sea transport is considered to be the best option in terms of cost and space for exporting large
volume of bulky goods.
6. Advertising facilitates two-way communication and immediate customer feedback.
7. In Payment in Advance method there is a very high risk of bad debts for the exporter.
8. The exporter has to repay pre-shipment finance from the export proceeds only.
9. EXIM Bank of India finances medium and long term loans to exporters.
10. DGFT issues IEC to Indian importers and exporters.
11. C & F Agent undertakes shipping and customs stage responsibilities of goods on behalf of the

exporter.

12. Commercial Invoice is a document title to goods.
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Q.2. Answer any two of the following: (15)
(a) Explain the importance of packaging in export marketing.
(b) Discuss the various factors determining export price.
(c) From the following details calculate the minimum FOB price which can be quoted
by an exporter to the USA. Also calculate the amount of foreign exchange that can
be earned @ Rs. 80/- per US Dollar

Ex-factory cost Rs. 1,10,000/-
Packing cost Rs. 55,000/-
Transportation cost Rs. 35,000/-

Contribution to profit @ 10% of FOB cost
Duty Drawback @ 10% of FOB price

Q.3. Answer any two of the following: (15)
(a) Explain the factors affecting distribution channels in export marketing.

(b) Discuss the components of logistics.

(c) What are the benefits of personal selling in export marketing?

Q.4. Answer any two of the following: (15)
(a) Explain the benefits of countertrade.

(b) Describe the procedure to obtain export finance in India.

(c) Explain the role of commercial banks in financing exporters in India.

Q.5. Answer any two of the following: (15)
(a) Discuss the various activities undertaken by exporters at the pre-shipment stage.

(b) Explain the procedure in realisation of export proceeds in India.

(c) What is the importance of Bill of Lading in export marketing?

Q.6. Write short notes on any four of the following: (20)
(i) Product planning decisions in export marketing

(if) Trade fairs and exhibitions

(iii) Procedure of opening Letter of Credit

(iv) Consular Invoice

(v) Marking of export goods

(vi) SIDBI
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e 3 AT, TUT: R 00
HIHAT: .99 U A AR,
R. ARSI 3Teh quUT TTUT F9tadTa
T .%. 3. Eiefter feetean uataimed awa goig fRaga 3w forer. (s 2am) (%0)
9., Icdred TSI sheam, oo AT ST Tolshl-T2ITd &t HURy Aeweul ST,
e o JIE] (consumer durables)

. SIS Tl =AU ATEh3qd Tt a6 (FMCG)

. RINERECESY
T Scare
2. SATEHATTRAt TURATeTaR ATfed! ad ST ol Tl =1a, Fohwa, TToTarT, SHTT, 3T 3. HaBueR
EEIRERICCICI
. T (designing)

. e T A (positioning)
. =i (branding)
. GuT- EE] (labelling)

3. ol forreh forma fafaea fegear . faifoer o wnfars e,
. HI T% 3TX) CFR)
. o I T (CIF)
. T AT S (FOB)
. Tk &t (F & B)

¥, TRiaeR o= ofeh WaeTdiel SSRUSiHe HIgdT §&- WdRRId IgauTara!
foraeom=ar  grEier I i

. ecin
. LN
. AT
. g
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Y. HieFaT Sl Gt e soamardt e SN TR STSIRUSTHE ST el
EIGH
. STommE
S (|
» AT
. AR
&. TITESRIAT STTehTNd HLUATETST forshl STcame o ATl ST 9Tehd ATE.

IS TeHTET 9T (Performance Incentives)

e UH-GLE F- T Ahd fHezar (Buy-One-Get-One free offers)
Haold "t (Discount offers)

W:FET (Free Sample)

9. BT IfdeTaTr=a (countertrade) TeRT{Ueh! Ush TR,
. ‘?Iﬂ?l'é (Futures)
. T (Spot)
. FAATEAHE (consignment)
. SIS (Buyback)
C. HTA TSI AL IS hedT STl
. frteg f
. it 9@ fom
. Fieroft st
. for TRl ToRtoT st
. 3 ©t St €t ( ECGC) Wi fataeo .
. AT ATIGRH

. KEISEIKS|
. qd AT forHT THET
. TS HTUTRA FIRTE0T
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% 0. FHEHLTE @Td s (PAN) fHezauvamardt faiaeriar FS IGult T AT TR
. ST Tt
. a’g-c[\qgg
. T (FICCI)
. JeqTe Y[eeh et
22, B STRTSITER Ao YT T 371,

. Q?.—'l'(a foa (Airway Bill)

. TS HATEX (Carting Order)

. o1e {319 3TET (Let Ship Order)
. FHITA (Letter of Undertaking)

% R FarlaerIaT Seares S0 YHIOTaH (Certificate of Origin) STRT SH0AT=IT 31f8eRR 1 3R
. ufoem s (EXIM Bank)
. <e 3ATH HHH (Chamber of Commerce)

. s (EIC)
. St = (ECGC)
0.2. 9 . WA fem 9 31Ted hi 6T 3Ted o |, (RIVTAE! T&T) (20)

9. TRt ANTRUSHIE Teehi=a TawTaTsmor fafaart=r ga1 frofar swrfera Srara.
2. IIET 33T (Skimming Strategy) TOHIATHE TETE IcqTa ST fehmreiia ST ohet

ST ST R HreAie T Bogges Ht shedt ST,
. ® MO T (C & F) HoRmed @ETERIT SETst shui= ATt gdeh Yoo e Arld.
¥, cded fHrid s, ScdTeeh shuHT Sod =T ScaTe ] Hald g Seeer] od.
ST THIITTA HTATS [+t FOTETd @ ST ST gBIH | STedeh 81 el iaH ST Jiel
ST,
§. ST o5 Gt HITUT STV e UTeeh SAITT G Brell.
v, ¥ SAATIEL SUAT=AT (Payment in Advance) TGdTHEd HATAERTETS! S[EId shsiia Hlehl ST 6!
¢. Taiaeman Frarfdi=an SeTde Sersr=ar qeff=ar i< TWawhe HUe anrd.
R. W SArTd (i s ( EXIM Bank of India) Fafdamrer qes Sifor €t shsf qiard
g0, ST UH A (DGFT) WA ARAGTIAT AT fHriderimT o1 3 €Y (IEC) ST .
8%, €t M7 TF TS (C&F Agent) FTaamr=aTad ATl SIETST ST HHIR[e ZoTdiet (shipping

and custom stage) STSITSIGRT ol
%R, TSR sisieh 2 AT g&auasT 3fNeh (Title of Goods)3TTR.

AU

&
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.2 . WA TeTUehT ShIUTCATEN S A=l 30T & (3%)
(7)) Fia faomme gaveume e T8 .
@) Frata e staom=n fafaeyr seew ==t =
(F ) TIAT QRIS foRH T 3T sl (FOB) fohrd HIsi STt Z To T (USA) 1 HaidaR 354 e T1ehdl.
¢o/- JfeT YTH TR HHTAT YU TEhTT et Efiet HISTT,

-l @ % 2,80,000-/

ElCUIRCE] ®. 44,000/

ElGNERCL] . 3Y4,000-/

TR TN FOB @E=aT @ %0%

L IATET FOB Tohad=ar @ 0%
7.3 . WTATeTdeh! ShIUTCATEN S TET= ST @ (3w
(@) Frata faqurrdier foraeor araesiat. aftorm s e T .
(F) Wil (Logistics) SIZehi=t =i o,
(& ) Tt foaormmes Safhe fashier v wrE 3Tmea?

T.¥ . WTCIeTuehl ShIVTEITET &9 T 3TY a&m: (3%)
(37 ) TR (Counter Trade) HTEIE TIE T,

@) Tt fafa for firesfamemen gfsker auia .

(o) SATATL skt forarfer sreferrTeier s{fteht T78 .

T4 . WA TAUhT SHITEATE 19 T 3T o (3w)
(37) STRTSITER HIeT S (quaTgel =T ToATeR fHatdari-T sheteat fofae Sushae == .

(€)) TR Fata Saa= fueauarh (Realisation of export proceeds) sk TIF T,

(& ) Fata foqueme STeTt «or v (Bill of Lading) Wewd i 31R?

T.&. WTATeTUehT ShIUTeATET SIRTER ATSaTa it feTeT: (R0)
(i) Fafa foqumrdiar Scarer frnsm ot

(i) SATIR ABTS AT e,

(iiii) T 9 (Letter of Credit) SHSUIT Tfsk

(iv) EIETSIIS) %IGEF(Consular Invoice)

v) Frata grem et (Marking of export goods)

(vi) fafr (SIDBI)

sk sfe sk sk sfe s sk sk e sk sk sk sk sk ke s sk sk s sk sk sk sk skeoskosk skoskosk sk
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